Big Vision of Young Entrepreneurs: A Journey to Breaking the Vision Barrier by Sizemore, Devin
Warning Concerning Copyright Restrictions 
 
The Copyright Law of the United States (Title 17, United States Code) governs the 
making of photocopies or other reproductions of copyrighted materials. 
 
Under certain conditions specified in the law, libraries and archives are authorized 
to furnish a photocopy or other reproduction. One of these specified conditions is 
that the photocopy or reproduction is not to be used for any purpose other than 
private study, scholarship, or research. If electronic transmission of reserve 
material is used for purposes in excess of what constitutes "fair use," that user may 
be liable for copyright infringement. 
 












A thesis submitted in partial fulfillment 
of the requirements for the degree of 
 
























We recommend that the thesis 













The Big Vision of Young Entrepreneurs: A Journey to 
Breaking the Vision Barrier 
 
 
be accepted in partial fulfillment of the 
requirements for the degree of 
 




Alan Deutschman, Thesis Advisor 
 
______________________________________________ 








This journalistic piece explores the big vision of young 
entrepreneurs. A simple discussion with a fellow entrepreneur 
sparked a journey for inspiration and to discover what was behind 
the big vision of young entrepreneurs. I interviewed several young 
entrepreneurs in Reno, Nevada and found that they all have huge 
visions and seemed to have similar personalities. I went on a 
journey to look for an answer to what sets these individuals apart 
from myself and other entrepreneurs. After looking at mega 
success stories, I began to see a commonality between the 
personalities of the super successful and the individuals I 
interviewed. I then found an answer to what this personality type is 
and I verified this finding by talking with a business coach and 
long-time economics professor. In the end I found that there are a 
few things that I can change that will allow me to be closer to these 
individuals’ personality type and reach their levels of success, but 
there are also things that I cannot begin to replicate. This is a 
journey to try to break the vision barrier and to understand the big 
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This book is for all of the individuals who want more in life! I can 
relate to you on your journey and I hope that the stories here within 
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Preface: Your Vision Is What? 
Sitting across the table from me is a smaller than average 13-year-old girl named 
Lexi Shepherd. Lexi has one of those high-pitched voices that is not annoying, but rather 
makes people say, “Aw, she is so cute.” Combine the voice with her freckled face and 
she seems overly sweet. We are sitting inside the observation room of a large indoor 
arena in the south of Reno, Nevada. Being that Lexi is extremely busy, the only time we 
could find to meet was before she packed her tack trunk for an upcoming horse show. 
You see, Lexi competes in the sport of show jumping. The equestrian sport where riders 
mount up and jump a variety of jumps with their horses, showing how fast the rider and 
horse combo can be without hitting a rail. Although we could be here to talk about Lexi’s 
experience as a young rider, or her excellence in academics, we are here to talk about 
Bloomz.  
Bloomz is a startup company that produces felt flowers that decorate UGGs boots. 
Lexi, her best friend Sophie Kim and their siblings Matthew Shepherd and Noelle Kim 
created Bloomz. I had entered this meeting with no real expectations, other than being 
excited to talk to a younger entrepreneur. I was thinking that Bloomz was a spontaneous 
lemonade-stand-type project the tweens were working on, and I was interested in hearing 
their story. However, I was wrong. Bloomz is not one of those spontaneous projects; it is 
something much bigger. Bloomz is not the lemonade stand in the front yard; it is more 
along the lines of Susie’s lemonade, the young girl who takes her lemonade company 
global in a Verizon Wireless Commercial. 
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As I began to learn more about what the Bloomz team was doing I became more 
interested, but it was Lexi’s answer to a question about inspiration that really caught me 
by surprise. 
 “We are inspired by the bottle cap girls,” explained Lexi. Lexi is referring to the 
entrepreneurial sisters that make up M3 Girl Designs, a company begun by a 10-year-old 
girl who decided to use bottle caps to decorate her school locker. That company is now a 
multi-million dollar company and has inspired others to follow in their steps. “They did 
something so simple, and they are international. They are just making it out of craft 
material. It was something that is so out there. It is common. We can do that.” 
Did she just say what I think she said?  
Yes she did.  
Is she out of her mind? 
This 13-year-old entrepreneur and her tween business partners have a global 
vision for a startup company that has only just booked a meeting with a large retail store. 
I must be missing something. As a 22-year-old entrepreneur who is passionate about 
business, I do not even have a global vision.  
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Introduction: A Journey of Vision 
 In U.S. society, everybody strives to have 20/20 vision. People want to have 
perfect sight, whether through corrective lenses or one of the many new surgical options 
available. However, 20/20 vision is not the vision that we talking about. We are talking 
about the vision that inspires entrepreneurial-minded individuals to step out on faith and 
create something of their own. This vision is born in us, but only marginal numbers of 
individuals are ever able to focus this vision. And out of those who do, only a small 
percentage apply the passion and action necessary for their vision to become a reality.  
 I have always considered myself a free spirit. I have always been attracted to 
doing things my own way, despite what my peers are doing. I remember running a 
tutoring business in high school. My friends were working at fast food restaurants or 
department stores, but I did not like the idea of flipping burgers or stocking shelves, and I 
definitely did not like the wonderful income that a high school student makes at their first 
job. It was at this point of employment decision-making that my first real vision became 
clear and when I got my first taste of being an entrepreneur. Before we dive into talking 
about entrepreneurship or the act of being an entrepreneur, it is important to define 
entrepreneurship. Merriam-Webster Dictionary defines an entrepreneur as “one who 
organizes, manages, and assumes the risks of a business or enterprise.” This will be the 
definition used throughout this book.  
I remember perfectly the brainstorming I did about what I wanted my first 
business venture to look like, and what kind of impact I wanted to have. After focusing 
the lens of my vision during my sophomore year of high school, tutoring is what I saw. I 
could charge a minimum of twenty dollars an hour, I had control of my time, I had the 
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ability to work as much or as little as I wanted, and I was able to be in a position where I 
could help other people succeed. My tutoring business sustained me through high school, 
but as college approached, I found my vision shifting.  
 I had received the Al Neuharth Free Spirit Scholarship my senior year in high 
school. This scholarship is awarded to one male and one female in each state who are 
interested in pursuing a career in journalism and are free spirited. It was on the trip to 
Washington D.C. to receive the scholarship that I found my passion for journalism. 
Moreover, I was attracted to the freedom that journalism provided as a profession. My 
freshman year of college I worked as the Photo Editor for The Nevada Sagebrush, which 
is the campus paper at the University of Nevada, Reno, but I soon found myself frustrated 
with the limitations of the position. The frustration I felt led me to decide on my next 
entrepreneurial venture. I started my own photography business.  
 I took the networking, photography, and management skills I had learned from the 
newspaper, along with some of connections I had formed, and built a client base for my 
new venture, Devin Sizemore Photography. By having a photography business, I was 
once again able to control my hours and my income potential. This second business 
venture allowed me to have a bigger vision for what I could do as an entrepreneur. I 
started to think about opening a studio and a variety of ways to provide affordable 
photography that allows underprivileged individuals a way to have professional photos 
taken. Soon that vision moved to one of sports photography as I found myself in a niche 
sports photo market with minimal competition and a greater income potential. I still do 
professional photography and photo editing, but my vision has once again shifted. 
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 My sophomore year of college I was approached by a gentleman that I met 
through a summer camp for mentally handicap individuals. I was his son’s camp 
counselor. He invited me to coffee and I was introduced to the world of network 
marketing or multi-level marketing. I am currently the owner of Building Each Other, 
which is a network marketing company. The mission statement of the company is 
“Together we can be more successful!” I am often asked about the company, and the best 
way to explain, is that I teach people how to open their own franchise and to teach others 
to do the same. The individuals then save money by shopping from their own store, make 
money by selling retail and have multiple ways of making additional money by 
mentoring other individuals and teaching them to do the same. My current vision is to 
help 20 families create enough side income to replace one of the primary streams of 
income in their household, thus, allowing one of the spouses to quit their job. I feel that 
my vision is quite large for an entrepreneur in his early twenties in the Biggest Little City 
in the World, but I am starting to realize that other entrepreneurs have much larger 
visions. I am close-minded compared to some of the entrepreneurs that I talk to.  
Early in 2012, I was talking to a fellow entrepreneur who was in the same high 
school graduating class as me, and I was amazed at what he has accomplished and what 
he plans to do next. He explained how he dropped out of college to open a skate shop 
with a friend of his and how they had just launched a clothing company. He went on to 
explain how he was going to leverage his network to take his clothing company national. 
I was amazed at the largeness of his vision and the confidence he had in achieving it. I 
was also inspired by his journey. This is when I decided that I wanted to connect with 
other entrepreneurs and hear their stories. I wanted to learn from their challenges and 
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successes, and I was interested in what their personal and company vision is. With this 
motive in mind, I set out on a journey to hear their stories, to be inspired by them, and to 
explore the big vision of young entrepreneurs. 
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India Anderson: The National Vision of a General Manager 
My journey started by talking to an individual who is not actually an entrepreneur, 
but thinks like an entrepreneur, has exhibited the extreme risk taking that entrepreneurs 
face and that I can relate to. Unlike my friend, I have not dropped out of college and I am 
still employed fulltime. Although I run Building Each Other and Devin Sizemore 
Photography, I still work to have a steady flow of income. I use my current job at Local 
Web Traffic Solutions as a paid mentorship program where I seek mentorship from my 
entrepreneurial boss and the individuals who are a part of the internet marketing 
mastermind group that my boss and I participate in. India Anderson is the same situation, 
except she has not yet started a business of her own. 
India is a compelling example of a young person who is entrepreneurial minded 
and thriving inside of the corporate world. She is the 26-year-old general manager at a 
large multimillion-dollar company. Her journey has been uncommonly challenging as she 
has overcome barriers of age and gender. The challenges that she has faced along her 
journey are inspiring and show the tenacity that entrepreneurs must have and although 
she has not stepped into the world of entrepreneurship, she has an entrepreneurial vision. 
In 1997, when India was 12 years old and a sixth-grader in elementary school in 
Reno, Nevada, the Truckee River flooded, and India’s mother’s workplace was 
destroyed. Although the company was not able to relocate all of the employees, the 
company was able to transfer India’s mother to a location in Los Angeles. The family 
moved to Downey, California. 
India began to become disconnected with society and school.  
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“My first day of school I got in a fight and got suspended, and later that girl 
became my best friend,” India explained. “I guess that is how things work in Los 
Angeles. I was never super outgoing, definitely more of a loner, and I was focused on my 
schoolwork. However, with 70 kids in each classroom, there was a disconnect. There was 
no individual attention and school got boring.” 
Her interest in formal education was diminishing, but she persevered because she 
knew that if she worked hard at school, it would open doors. At least that is the belief that 
society instilled in her.  
At age thirteen, when India was in the seventh grade, she experienced a life-
threatening incident. “My lung collapsed and I got pneumonia,” India explained. “They 
said there was nothing more they could do for me.” 
India’s mother transferred her to another hospital, where India underwent surgery. 
The doctors repaired her lung, and she was able to recover, but not without missing 
weeks of school: “They do not let you make the school work up, and I missed so much 
school I never would have been able to make it up anyway. Throughout eighth grade I 
was still in and out of school for sickness.” 
India and her mother moved to a new town, West Covina, 19 miles away. India 
was lucky for a while: she was able to finish 8
th
 grade at her old school in Downey. 
However, heading into 9
th
 grade, she found herself once again at a new school where she 
did not know anybody. 
“It was the same situation,” India explained. “There were too many people in each 
classroom, and nobody was taking it seriously. I knew I could spend my time doing 
something better. Growing up, my mom was very liberal and let me do almost anything 
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that I wanted. I was already independent, and had started to become more independent. I 
decided to talk to my mom about my situation and I told her that if I stopped school I 
would find a way to help provide around the house. My mother called the school and told 
them she was putting me in an at-home program.” It was at this point that India walked 
out of The System and started finding her own way. 
“The System” is the late 20
th
 century belief that if an individual goes to school 
and gets a good education, they will graduate, find a job that allows them to put their 
degree to work, and spend the next four decades climbing the company ladder and 
building a 401k so that they can retire at age 65 and live off their retirement and social 
security. 
The decision to leave school was not one that India took lightly, but showed the 
risk-taking and tenacity that helped her to reach her current level of success. India had 
been babysitting from a young age, and she was able to take on the full day-to-day care 
for the children of one couple. It was a good deal for both parties: India was able to bring 
in some money, and the couple was able to have more flexibility and pay less. Knowing 
that babysitting was not enough, India began to clean houses. She worked as much as she 
could, and focused on making money to help provide around the house and to buy the 
extra things that she wanted. Although India was able to get by for a couple years, it 
became harder to keep and find clients as people started to look at her as being too old to 
continue working for them. She had outgrown her positions and did not see a way to 
increase her income or expand her skills by either house cleaning or babysitting. 
In 2003, India took another leap of faith. She and her mother had been keeping in 
touch with one of her mother’s ex-boyfriends, Mike. He lived in the Reno area and was 
I n d i a  A n d e r s o n :  T h e  N a t i o n a l  V i s i o n  o f  a  G e n e r a l  M a n a g e r  | 8 
 
still a close friend to the family. He knew that India was looking for work, and since he 
was part of a new company with a small staff, he got India in the door doing some 
temporary work.  
“It was hard to find work in Los Angeles,” India said. “I was glad to have the 
opportunity. As soon as Access Pass & Design received a big order, the company needed 
some temporary workers to come in and string lanyards. It was an interesting opportunity 
because I was paid by the piece. I remember I moved to Reno on a Monday and was 
working Wednesday, Thursday and Friday. I was working as fast as I could for three days 
and by the end of Friday, Mike awkwardly told the owners of the company that I was 
there for a permanent job.” 
 Let’s pause to put this situation into perspective: At age 17, India moved back to 
her hometown to work a temporary job on faith that she would be able to stay with that 
company or find more work. Furthermore, Mike had gotten her the temporary job and 
then told the owners that she was there permanently, even though Mike did not really 
have that authority. 
What happened next may be considered luck or good fortune, but it’s definitely 
the result of confidence, which is one of the key success principles that I saw a lot of in 
India’s journey.   
 “The owners were pretty mad,” India recalled. “There were only six employees 
with the company at that time and they were mad at Mike for assuming that he could 
make that decision. In fact, they did not know anything about it. So, I had to sit down 
with the three owners and interview with them. At that point I do not think that they knew 
how to interview and I didn’t know what I was doing either, so it worked out. 
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“I answered a question that shocked them: They asked ‘Why should we hire you?’ 
I do not remember the exact answer, but I remember saying something like, ‘When you 
hire me and train me to do something, I am going to learn everything about the position 
and make it more efficient. I will make it work better.’ The confidence I showed in that 
answer at age 17 surprised them.”  
India became the seventh employee at Access Pass & Design, a Reno-based 
company that is a worldwide leader in the field of security credentials. The company 
designs and prints name-badges and security passes for all types of events from concerts 
and shows, to speeches and conventions. In September 2003, India was hired on as a 
shipping assistant and what she calls the “clean-up-after-men girl.” She was the first 
woman to join the company. “It was just a bunch of men being men,” India recalled. “It is 
interesting how men change their demeanor around women. They had no idea I could 
hang with the boys, and it was so awkward. They would not let me attend the production 
meetings because they would give each other crap. However, as the company grew I 
reached a point where I needed to go to that meeting to stay up to date and it was so 
awkward.” 
The work environment that welcomed new employee India Anderson, while not 
perfect, provided her the room to grow as a person, an opportunity to learn about business 
and a place to develop her entrepreneurial spirit.  
Within a couple months, India had outgrown her position as shipping assistant 
(maybe not the “clean-up-after-men girl” part). In November, India received a call from 
Seth Sheck, CEO of Access Pass & Design. Seth asked her how she felt about coming up 
front and helping them out. “I said great,” India recalled. “It was a step up and a new 
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challenge. In the two months, I had mastered the shipping assistant position and was up 
for the challenge.” In November 2003, India became a “CSR” or customer service 
representative. As with any new and growing company, titles for positions may say one 
thing but the individual does more work than implied by the title. 
“The entire company was not that efficient at that point,” India said. “Back then 
we were doing between 800 and 900 thousand dollars in sales. All of the customers came 
through the salesmen. They would write up the job telling me what the customer wants, 
and I would move the project on.” 
Although the new position provided new challenges, it also meant more stress. 
India would show up at 7 a.m. on weekdays, because nobody would be in the office and 
there were no phones to answer, so she could work more efficiently. And some days she 
would not leave until 9 p.m. She was working 14-hour days and was willing to work 
weekends to meet the demands of the growing company. 
“Within the first year of being in that position, I worked on changing the system 
on how we write up the jobs,” India said. “We were print specific and the customer 
would see a coded quote or a quote that had all of the jargon we use on the production 
end. We became more customer focused, so that they understood what we were doing 
and so that the production team could still do their job.” Although her official title may 
not have, and probably did not, require process creation and fine tuning, India was able to 
see the bigger picture of the company and help implement process and production 
changes that would positively impact everything. 
This “owner mentality” is another key success principle that has allowed India to 
reach her current position. Had she just had an employee mentality, she would have just 
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been focused on her job and not concerned with the global impact of her actions and the 
actions of all of the people around her. After mastering another position and showing her 
willingness to grow with the company, India assumed a higher position. 
“In March 2007, I became the executive assistant,” India said. “It was the owner’s 
choice and my choice to move on. I have a couple year thing where I master my position 
and want to move on to other challenges. I started to get bored and I saw that the owners 
needed help. This is at a point in the company when they were switching their positions 
because they had hired people to replace their roles. Brad [Diller, current CFO,] filled the 
production manager spot because that is what was needed. Frank [Himler, current COO,] 
went from running a press to CFO of the company and I became an assistant to all three 
owners.” 
As a 21-year-old, and after less than four years with the company, India had 
advanced from being a shipping assistant working in the back room to working closely 
with the owners of the company in the front office. “I was helping to develop the systems 
and to help fine tune existing processes,” India said. India’s ownership mentality and 
craving for challenge, allowed her to successfully fill this position and to continue to 
grow, but it was during this time that she was faced with her biggest personal 
development phase to date.  
“I was fine with the systems and company things, but this was the first time I had 
to really develop people skills,” India explained. “This made me change my outlook on 
myself and the business world. I was comfortable and confident in my work, but now I 
had to grow personally, specifically in my ability to deal with people.” India spent three 
years learning more about business, herself and developing her people skills. 
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And then all of her work paid off. 
“In June of 2010 I became the director of administration,” India said. “There 
became a need for middle management because, at this point, the owners were shifting 
out of the day-to-day processes. Seth was not doing sales. Brad is the CFO. Frank is the 
COO. They were not doing the hands-on stuff and they were more focused on the 
business. They needed someone to manage the people and the processes and be their eyes 
when they could not be there. I am now making more decisions and running the sales 
team and administration team. I work with the other managers in maintaining efficient 
production rates and communication between all the parts of the company.”  
 As with all of her advancements with Access Pass & Design, India has 
encountered challenges and continues to encounter new problems. The main challenge 
that she had to face was that this was the first position where she was put into a true 
decision-making role, and she not only has to work with people, but she has to manage 
people. She has now moved into her new position as the general manager at Access Pass 
& Design, and she is excited for the challenges and growth that lie ahead. However, her 
story does not stop. As she wrapped up talking about the past and her journey to 
becoming general manager, she shifted to talking about the future. “I would like to start a 
clothing company,” India explained. Although she has no plans of leaving Access Pass & 
Design any time soon, she does have a bigger vision of where she would like to be in life 
in the years to come. 
 “Success is a lifestyle,” India said. “I want to be secure and comfortable. To be 
married with children. I want to live in a house that is not crowded. I have always been in 
small living situations and I want large rooms and open space. I want freedom. I want to 
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work my own hours, from home. I want to be on my schedule. The bottom line is that I 
am going to do it my way!” India’s entrepreneurial thinking has allowed her to realize 
some of the aspects of her vision for a successful lifestyle while working with Access 
Pass & Design, like more control of time and a decent income, but she was clear with her 
vision of wanting to own her own clothing company someday. In addition, she did not 
just talk about having a local clothing company, she talked about international styles and 
that she wanted to reach a large audience and build it to a point where her vision of a 
successful lifestyle can be obtained.  
 Being a young entrepreneur and an employee who is high up in a local company, I 
found many aspects of India’s story that I could relate to, from her discussion of 
confidence to the various struggles that she had to overcome. Although she is not an 
entrepreneur now, there have been times in her journey when she has taken extreme risk 
and made money on her own. I think she is a great in-between for those of us who are a 
little slower to make the transition from employee to owner. I was interested in what she 
felt were her biggest obstacles and how she overcame them. She started by explaining 
that she has been through many difficult situations, but she tries to keep the same attitude 
when dealing with each of them. “In life, it is not what happens to you, but it is how you 
handle it,” India explained. “I would rather go the positive route. You should do 
everything with excitement. You are going to go through it anyway, so do it with a 
smile.” I agree with India about having a positive attitude as I find that one of the best 
benefits of being an entrepreneur is the ability to choose the people you work with and I 
tend to choose positive, self-motivated individuals. India then moved on to discuss four 
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challenges that have been intertwined throughout her journey – image, confidence, 
perceived age and experience.  
 Personally, image is something that I have had to overcome as my cargo shorts, 
polo shirts and longer hair did not seem to equal the results I wanted when expanding 
Building Each Other, but I was enlightened by India’s explanation of how image played a 
role in her journey, “At first it was more of a physical thing. When I started working at 
Access Pass & Design, I was wearing jeans, a sweatshirt and a hat, and then I started to 
wear business clothes. Although image was sort of important, I have learned that it is not 
your physical appearance, it is your attitude.” From image to attitude, India went on to 
explain that confidence played a large part in helping her have a strong attitude. “I have 
always been confident with who I am,” India explained. “I have felt confidence in life 
until I was seven years into the company.” However, it was an experience issue that 
began to shake her confidence, “At that point I had to increase my experience, which 
helped me to increase my confidence.” She went on to explain how by increasing her 
willingness to learn, she was able to gain experience, which in turn helped her deal with 
the problem of perceived age. She described how some people would not take her 
seriously, because of her perceived age, but that she was able to overcome that issue by 
the people she associated with. “I raised myself, so I was more mature than my peers,” 
India said. “Every person I talk to is shocked when my age comes up. I have always acted 
older than I am and I think that has helped a lot with the perceived age that people give 
me.” Although India is an employee, these challenges and the way that she dealt with 
them is exactly what I have had to overcome in the last two years. I remember when I 
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realized physical image was not as important as my attitude and that confidence was what 
would create the attitude I needed to expand my business. 
As a high-school dropout India may not have been the likeliest person to become 
the general manager of a multi-million dollar company, but she pushed through every 
obstacle that arose. Furthermore, she has developed a vision much larger than being 
general manager and has used and continues to use her experience with Access Pass & 
Design to develop her entrepreneurial spirit. Although she may never make the transition 
from employee to owner, I share India’s story with you, because she shows how you can 
learn many of the lessons that cause entrepreneurs to fail while still having a steady cash 
flow. 
After hearing India’s story and reflections, I was interested in hearing her boss’ 
reflections on India’s journey, as he is the true entrepreneur. “We didn’t know what to 
expect,” said India’s boss, Seth. “But she has tackled every task that we have presented to 
her. She is the perfect employee. She is an “A” player. She is an employee who thinks 
like an owner. She sees the whole company. She can see how a decision one manager 
makes impacts things downstream. An issue will arise and she would come in and ask 
what to do. Then I started asking her what she thought, and usually she had the right 
answer. Now I am asking her what she thinks we should do. It is very liberating. She is 
smart for someone who did not even go to college. It terrifies me about the thought of her 
not being here. When she is sick, I get pissed because everything diverts back to me. I 
would like to have a team of Indias. She helps me bridge the gap between the high-level 
vision and what is realistic on the front lines. Her struggles have more to do with her need 
to have a connection with ownership. When we do not give it to her, she gets fussy. She 
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needs the vision and constant feedback because that is where her head is at. She is aware 
of what she does not know and that does not scare her. She is hungry for the next level.” 
Seth’s reflections highlight many of the strengths that India has that are also strengths of 
entrepreneurs, like having an ownership mentality, the ability to analyze situations and 
make accurate decisions, and her hunger for more.  
After interviewing India, I knew that I wanted to talk to her boss to get his 
opinion about India’s success and growth within the company. However, after finishing 
our discussion about India, I started asking Seth questions about his own career as what 
little I had picked up from India’s discussion of the company and Seth’s story intrigued 
me.  
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Seth Sheck: You Can Dream Anything Up and Achieve It 
I was intrigued by Seth’s story and looked forward to talking to him, because he is 
a true entrepreneur. He has had many businesses that have failed, yet he still pushes on. 
Seth managed bands while still in high school in Reno, and he owned many different 
businesses before he started Access Pass & Design in 2002. I asked Seth to talk to me 
about this journey. Instead of telling his story chronologically, he jumped around to 
moments that were especially meaningful. 
 “I remember that at one point everything crashed and I ended up working at UPS 
loading trucks,” he said. “It was horrible. I was working a job and not making very much 
and I had a baby on the way. It was a terrible time and I knew that I needed something 
else.” 
Seth begged his way into working with a former employer and began to learn 
everything he could about the pass and credential industry. During that time, he was 
assigned a number of low-level tasks, from cleaning toilets to painting the building. Seth 
had to earn respect in the company, and it did not take long for him to start doing sales 
part-time. He found that he had a knack for selling credentials, and eventually he asked if 
he could do sales fulltime. As he moved into a fulltime sales position, Seth began to 
develop his vision for what a business could do in the credential industry, and that 
inspired him to start Access Pass & Design.  
Jumping between experiences, lessons learned and suggestions for younger 
entrepreneurs, I asked Seth to talk about personal image and some of the other points that 
India had brought up while telling her story. However, he said that image wasn’t hugely 
important in the music industry (as he demonstrated by the jeans, t-shirt and sneakers he 
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was wearing during our interview). Since what I thought was an open-ended question 
became a close-ended question, I shifted our conversation to talking about what Seth 
thinks is the biggest challenge he has had to overcome, and his answer was not what I 
expected. 
 “The big hurdle is realizing that it comes down to vision and understanding what 
your vision is and how clearly you can express that to others,” he said. “When the 
company hit the two point five million dollar mark that is when I realized that I could 
dream anything up and hit it. I knew we could accomplish anything that I could 
envision.” 
Throughout the beginning of our interview Seth had been leaning back in his 
chair with his feet up on his desk, but as we moved into discussing success principles, 
and his vision and purpose, not only did he sit up, but his voice increased a couple of 
decimals, and the speed at which he talked increased as well.  
Seth went on to explain that there was nothing that could stop him from taking 
Access Pass & Design from two and half million to two hundred million dollars. Then he 
mentioned a personality trait that he claims allowed him to focus in on his vision: “I got 
to the vision because of tenacity,” he said. “I am not super smart, but I never give up. I 
never considered failure as an option.” He went on to explain that had he given up at any 
point along the journey, he would have never had the experiences necessary to know that 
he could increase his vision. 
Seth quickly switched from talking about tenacity to talking about passion and 
how passion has allowed him to define his vision for what he can do with his life, not just 
with his company: “You have to be passionate about what you are doing. My passion 
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used to be getting close to the stars, but now I have realized that my passion has more to 
do with what I can achieve as a human being with the time that I have left. How can I 
help people succeed? How many people can I employee? I want to push the limits and 
make a bit of a mark. What can I build? What is my potential? Can I be a great husband, 
father, and a visionary? We are just human animals on the planet flying through the 
universe. Who makes the rules? What is the difference between Beyoncé and the kid on 
the corner? If I knew ten years ago what I know now, the company would grow more.” 
Seth’s experiences allowed him to get passionate about different things and in turn to 
refocus his vision on something much bigger. He started by talking about how big his 
company could get, but was now talking about having a global impact as an individual. I 
was surprised at the largeness of this entrepreneur’s vision.  
About three quarters of the way through the interview, the conversation 
unexpectedly shifted; Seth began to ask me questions. He was interested in knowing what 
I was doing and what my vision was. As he asked question after question, I could tell that 
he was challenging me to clarify my vision and he was searching for inspiration as well. 
We covered various aspects of my journey, I told him what I am currently doing, and we 
related on many of the challenges that entrepreneurs face. However, this conversation 
made me realize that although I was on the right path, I was not as fanatical about my 
journey and vision as Seth was. Every time our conversation shifted back to discussing 
his vision, my excitement level rose. I was beginning to realize that I was on the right 
path; I just needed to focus my vision into something I could become passionate about. 
Towards the end of our conversation, he said something that I felt encapsulated 
entrepreneurship.  
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  “You have to be optimistic,” he said. “You have to expect great things before you 
can have great things.” I was not surprised that the bulk of my conversation with Seth 
focused on the future, but I was surprised by how large of a vision he had for himself and 
his company. My conversation with Seth was motivating in two ways. I walked away 
from the conversation feeling inspired and motivated about my personal business, but I 
was also becoming more aware of the power of vision and it made me excited to talk to 
other entrepreneurs about their journeys and visions. 
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Brian Williams: Shifting Visions Align For Global Impact 
 After speaking with Seth and India, I ran into a string of no-shows and missed 
appointments. I was excited to connect with other entrepreneurs, but was having a hard 
time finding entrepreneurs who had time to chat. After many failed attempts I decided to 
reach out to the Reno-Tahoe Young Professionals Network. The following day I received 
an email from Brian Williams, the 29-year-old president and founder of Think Kindness. 
With a rekindled excitement, I scheduled a meeting to discuss Brian’s journey and vision.   
 Brian, like India and Seth, is a native of Reno, Nevada. He is a living breathing 
karate kid, having earned his 2
nd
 degree black belt in 7
th
 grade and then going on to earn 
his 3
rd
 degree black belt and eventually on to open his own martial arts school. He has 
excelled at everything he put his mind to at a young age, and that did not change as he 
moved through his journey. However, the vision that Brian applied his energy towards 
did change along the way.  
 Brian attended the University of Nevada, Reno with a full scholastic and athletic 
scholarship. It was during his sophomore year of college where Brian began to talk about 
his journey. During his sophomore year, Brian was ranked the "#1 Integrated Marketing 
and Advertising Student in the Nation" by the American Advertising Federation and 
received the "Marketing Professional of the Year" award for Northern Nevada for his 
participation in the Toyota Matrix ad campaign. However, that is not the main takeaway 
that he gained from the competition: “I was part of the team that won. It was the first time 
the school had won the competition. At the time, I was a sophomore and I was 
highlighted in USA Today. The funny part is that I talked my way into the class. One 
thing that I did differently at the competition is that I was the only person handing out 
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resumes. I met all of these executives and ended up getting job offers from a variety of 
people.” It was during the trip for the competition when Brian’s vision shifted 
dramatically, from one of getting a college degree to one of being a marketing consultant.  
He decided to walk away from school and jump into the business world: “Right 
off the bat, I experienced something that any entrepreneur will have to face. I was opting 
to leave a college education and cut to the chase. Because of this decision, I had to deal 
with the views and responses of my family members.” I think it is interesting that India 
and Brian both opted to walk away from school to pursue something else, and it is 
interesting that many of the great entrepreneurs of the 20
th
 century did just that.  
 Brian found himself without a degree and moving from job to job chasing his 
vision of being a high-rise marketing consultant in southern California. 
“I was in a suit and tie high-rise type of job,” Brian explained. “I was definitely 
shooting from the hip a little bit. With that said, I can say that by jumping in with both 
feet, I learned a lot in a short amount of time.” 
Although he was making a good income and learning a lot about the trade, 
something about his corporate job did not work for him. 
“I wasn’t a suit and tie type person,” Brian said. “It is not in my personality. I was 
getting tired of acting wealthier and more knowledgeable than I really was so that we 
could land marketing clients.” 
While working his corporate job, Brian decided to pursue one of his passions, 
martial arts, only to begin to see a glimpse of the real vision that he would end up 
pursuing: “I opened the martial arts school and started thinking about kindness as I was 
always taught that this was the real truth behind martial arts. What I had learned about 
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kindness in martial arts led me to look for other ways to inspire kindness. I wanted to 
look at going into motivational speaking, since it is a great way to inspire kindness, and 
was in the top ten most profitable careers to get into. With that said, there is no roadmap 
to how to become a motivational speaker.” 
At this point Brian was running a martial arts school, working as a marketing 
director, and as a motivational speaker. Brian was not passionately pursuing any of them. 
He was being pulled in too many directions—until one particular conversation helped his 
vision come into focus: “There was one moment that stands out as a turning point,” he 
said. “I was in Venice Beach and was having a conversation with the trainer Robert 
Ferguson. He asked me what I do and I said I am marketing director, motivational 
speaker and own a martial arts school. He then responded, ‘So tell me what you do.’ I 
answered the same as before, and he again asked me what I do. After answering again, I 
asked him what the point he was trying to make was, as I could tell I was not answering 
correctly. He responded, ‘Whatever you want your identity to be is what you should tell 
me. If you want to be a motivational speaker then tell people that is what you do and 
assume that as your identity. You need to keep telling yourself that and stop confusing 
your identity.’ ” 
This conversation allowed Brian to shift his focus and to pursue motivational 
speaking and to work full time on expanding Think Kindness, which is a non-profit 
organization that inspires youth throughout the country to incorporate kindness into their 
daily lives and future careers. With the shift in vision and a refocusing of energy came a 
very humbling experience. 
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Brian’s father was ill, and Brian decided to return to his hometown of Reno, 
Nevada to pursue Think Kindness and return to college to finish his degree. Brian 
stepped down from a secure position at a large marketing firm, where he was making a 
six-figure income, and returned to Reno and ended up working at a restaurant while 
living at home and pursuing his degree and the expansion of his non-profit. “It was a very 
humbling experience,” Brian said. “I realized that I would have to sacrifice some things 
to be able to pursue what I want to do.” Since his move back home, Brian has been 
rapidly expanding Think Kindness. 
One of the challenges that Brian faces is the doubt about his success that 
everybody around him seems to have. Brian first dealt with this challenge when deciding 
to step away from college into the working world, and he was now facing it again when 
he stepped away from his secure job to pursue motivational speaking. 
“You get the doubt from everybody around you,” Brian said. “For everyone that 
picks you up, you have 10 people pulling you down. You have to look past that and stay 
focused on your vision.” 
Something that allowed Brian to push through the doubt was the impact he was 
able to have on the people around him: “The first time I spoke to a high school audience 
was to Fernley High School in Fernley, Nevada. I talked about diversity, drugs and gangs 
and was talking about how kindness can change situations. Three days after my 
presentation I received a letter from a teenager contemplating suicide. I wrote back and 
asked her to come and help out and make a difference. We did a huge shoe collection. I 
did not know who the girl was, but after the shoe drive, I received another letter from the 
student. She talked about giving a homeless person a pair of shoes and how good she felt 
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after helping someone else. She told me more about her story and she was definitely dealt 
a shitty hand of cards, but she felt her story could change other people’s lives and that 
gave her purpose.” Brian was not only inspired by this girl’s story, he was inspired by the 
impact that this lesson could have when applied to the business world. 
“Every entrepreneur believes they can do bigger and better things,” Brian 
explained. “The biggest thing is to keep the inspiration going. Once you realize you can 
make a bigger difference, you try to inspire others. Use what you are doing to make a 
difference. Invest your life in something that can outlive your life.”  
 The idea of investing your life in something that can outlive your life is exactly 
what Brian is trying to do now. “With Think Kindness, I want it to explode and to offer 
more school programs for little to no cost,” Brian said. He went on to explain how he 
wants to be able to inspire kindness at all levels of education and the business world 
alike. However, it does not stop there, Brian wants to not only inspire acts of kindness 
inside communities, he wants to inspire much larger actions. “One student is in Uganda,” 
Brian said. “This student took what was talked about in one of the presentations and 
applied it, and now she wants to change her degree. She realized she can use her 
education to make a bigger difference.” Brian’s vision is a unique one in that not only 
does he have a company and personal vision that is enormous, but part of those visions is 
to help others expand their minds to encompass much larger visions.  
 Brian’s story seems like something out of the movies. To make sure I had not 
entered the world of daydreaming while on the phone with Brian, I asked him to clarify 
his vision. Once again, I was shocked by the answer. 
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 Not only did he reinforce what he had just said, he explained how he planned to 
start something that would affect the world. “We are going to revolutionize the way we 
can track an act of kindness,” Brian explained. “If I do an act of kindness for you, like 
buy your coffee, you will feel like you are on cloud nine. I will leave a Kindness Card for 
you and you will get the card, which states that you have been tagged with an act of 
kindness. You can then track the acts, by entering the number on the card into a website, 
which will tell you what acts of kindness have been performed with that card and where 
they were performed. When you pass it on to someone else, you get an update. 
Furthermore, each card will have a sponsor who can track the acts of kindness that their 
company sparked. When someone receives a card, they can see where their kindness has 
gone.” Brian went on to explain the intricate details of the program, but summed the 
program up by explaining that it was great to inspire acts of kindness, but he wanted to be 
able to document them and to give others the ability to inspire and be inspired.  
Brian’s vision to inspire vision not only left me with little to say, it made question 
his sanity. Brian made the transition from student to employee to entrepreneur, but it all 
seems a little fast. And besides, this is only the second business venture he has been a 
part of. His martial arts school did well, and Think Kindness seems to be on track to 
succeed, but it all seems a little too perfect to me. However, I was definitely inspired by 
his passion for his vision and the courage he showed when he stepped away from school 
and then away from his secure job. I hope to follow Brian in this transition, but I think I 
still have a ways to go in assuming my identity. In addition to being inspired, I was 
beginning to wonder what fueled these entrepreneurs to have large, if not global visions. 
India, Seth and Brian are all living in Reno, Nevada, which has a population of about 
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300,000 people, and have visions that reach far beyond the borders of Nevada and even 
the United States. Although they are all successful in their own right, they are far from 
becoming the next Steve Jobs.  
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The Bloomz Team: It Is Never Too Early To Start 
 With my mind not only straining to clarify my vision, but also wondering what 
inspired these individuals, I was on the lookout for answers. As can often happen when 
looking for answers, something entered the equation that was not expected. I remember 
watching ABC’s Shark Tank and learning about M3 Girl Designs, a company begun by a 
10-year-old girl who decided to use bottle caps to decorate her school locker. That 
company is now a multi-million dollar company. As if I was not already shaken enough 
by the tremendous visions that that I had been exposed to, I became aware of the fact that 
there are kids, yes kids, who have large visions. 
 While reflecting on this topic with my business partner and girlfriend, she 
mentioned that she had heard of some younger individuals who had started a company in 
the Reno area. Before the words were all the way out of her mouth, I was on the phone 
setting up an interview.  
 Lexi Shepherd, 13, Matthew Shepherd, 11, Sophie Kim, 13, and Noelle Kim, 11, 
of Reno, Nevada, are the proud owners of Bloomz, a startup company that produces felt 
flowers that decorate UGGs boots. Their entrepreneurial odyssey began in the summer of 
2011, when Lexi and Sophie came across a problem. They liked UGGs, but wanted a way 
to add character to them. “We wanted to decorate boots, but we didn’t want to poke holes 
in them. We came up with the idea of using magnets,” Lexi explained. When asked about 
other ideas that they considered for decorating boots, they mentioned that you could have 
them painted at Dillard’s, but that they did not like the idea of something so permanent. 
With the problem identified and the idea in mind, the girls set out with their siblings and 
parents to create a product that did what they wanted.  
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  Once the girls had the first felt flowers made, they began to wear them on their 
boots at school and started to generate a lot of interest from their classmates. In fact, their 
classmates wanted flowers for their boots and thus the first sales for Bloomz were 
sparked. Let me take a second to remind you that tweens came up with and implemented 
this idea. Since those first sales, Bloomz has sold out of many batches of product, and all 
the members of the Bloomz team have learned a great deal about the invention, 
production, and sales processes.  
 I recently covered the story of Chris O’Sullivan who is the Reno-based inventor 
of the Grab ‘N Pour, which is a handle for a 2-liter soda bottle and allows for one handed 
pouring. Chris is a serial entrepreneur and decided to make the transition from his 
financial consulting business to being an inventor in his early 50’s. The transition for him 
was not easy, but it was easier than for most, because he had a lot of business experience. 
When covering Chris’ story I was shocked at the learning curve for inventions and 
marketing. I was also amazed at the steep odds for invention success. According to the 
U.S. Patent and Trademark Office, approximately 2 percent of patents earn significant 
dollars for their inventors. Furthermore, there is a 6 percent probability of commercial 
success for independent inventors. Knowing what Chris has been through and the odds of 
success, I am amazed by the fact that tweens are on the same journey as someone who 
was bringing years of experience to the table. 
Early in the creation of the flowers, the girls experimented with a variety of 
materials and magnet sizes. “We tried a bunch of different materials,” Lexi said. “But 
some of them would curl up or just not look right, which is why we decided on felt. We 
also tried different size magnets, but we learned they had to be bigger than we thought, 
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since the UGGs are so thick.” Once they had decided on the right combination of magnet 
and fabric, they created an at-home factory of sorts with all members of the families 
pitching in during the production process. However, as production increased, they began 
to notice that certain parts of production were taking too long and thus they decided they 
needed better equipment. 
 To help speed the process up they bought a quilt maker, which allowed them to 
cut out the flowers at a much faster pace. After a while though, they realized that they 
needed a nicer quilt maker so that they did not have to do as much trimming. Thus, the 
parents pitched in and bought the young entrepreneurs a better machine that allows them 
to cut two flowers at once.  
With production and their confidence up, they decided to go to a couple of local 
stores and pitch the product. “We did encounter some no’s,” Lexi said. “But eventually 
we were able to sell them to Learning Express.” 
I know you are probably thinking what I was thinking at this point. It was nice of 
the parents to go in and pitch the product to the stores. And, if you are thinking anything 
along these lines, then you are as wrong as I was. 
 “We would drop them off and they would go and pitch the product,” explained 
Lexi’s mother, Victoria. “We wanted them to learn through the experience. If you don’t 
try you will never know.” 
Since the Bloomz team started selling the product in Learning Express Toys of 
Reno, they have sold out of many batches, and the team is now preparing for a meeting 
that they landed with Whole Foods Market in Reno. I was shocked by this fact, and even 
more shocked when Victoria described how Sophie and Lexi walked up to the customer 
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service counter by themselves and explained that they had a product to sell and how the 
girls were able to get in touch with the right person and to set the meeting up.  
 “The biggest challenge was the fear of selling,” Lexi said. “But we learned that if 
they said no, it will not affect anything. On the other hand, if they say yes than it was 
good.”  
 Along with selling and production, the Bloomz team has learned about the 
importance of display. They had to come up with a catchy display that would show their 
product in a way that would prompt people to look at it and, more importantly, buy it. 
After some searching, they found a metal tree that they could stick the magnets to and 
that would be a nice counter display.  
 Another thing the Bloomz team learned about was patents. After coming up with 
the idea, they knew that they needed to get a patent pending so that they were protected in 
case sales did increase.  
 Along with the production and sales, the team had to decide on a proper price 
point for the product. Thus far, they have been donating profits to either their school or 
other charitable funds, and have been learning about the balance between what people 
will pay and what the production cost is. There is talk of larger production options that 
should allow the cost to be cut, but right now, the team is just trying to find the time to 
make more product since they are all in school. The future of Bloomz looks promising, 
but only time will tell if they can become part of the small percentage of inventors that 
succeed. Although I found their story inspiring and was intrigued at the types of young 
individuals who would pursue this entrepreneurial endeavor and, moreover, the type of 
parents that support them, I was more intrigued by one statement that Lexi made: “We 
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are inspired by the bottle cap girls [this is the nickname for the young owners of M3 Girl 
Designs],” Lexi said. “They did something so simple and they are international. They are 
just making it out of craft material. It was something that is so out there. It is common. 
We can do that.” 
 It took me a second to process what Lexi just said. She just said that “we,” she 
and her tween co-owners, could create an international company just as M3 Girl Designs 
did with their bottle caps. As if this was not a big enough vision, Lexi went on to 
reference another inspirational company and the millions it brought to its owners. The 
Bloomz team was also inspired by Jibbitz, a company started by the entrepreneurial 
Schmelzer family of Boulder, Colorado. A team of a homemaker wife, entrepreneur 
husband and their three children thrived by making mini faux flowers, buttons, and other 
accessories for Crocs, which wound up buying the basement startup for $10 million.  
 As I got in my car and began the five-mile drive home, I was torn between feeling 
inspired and feeling defeated. I was inspired by the international vision that the Bloomz 
team had, but also, discouraged at how slow my transition to the business world has been. 
My journey to seek out inspiration and learn about vision had left me with more 
questions than answers, but one thing was for sure-- all of these young entrepreneurs had 
big visions. Furthermore, it seemed like there was something fundamentally different 
between these entrepreneurs or entrepreneurial-minded individuals and myself. 
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A New Journey: What Is Behind the Big Visions? 
 Reflecting back on the four stories that these various entrepreneurs had shared 
with me, a couple things became clear. First, everything you read in success, leadership 
and self-development books is true. All of these individuals applied many of the success 
principles that are taught in books like Think & Grow Rich, The Richest Man in Babylon, 
The 5 Levels of Leadership: Proven Steps to Maximize Your Potential, and many more, 
but it is what they are applying those principles to that is more intriguing. Each story 
contains a vision that seemed surprising considering the entrepreneur’s current position.  
India, who is the general manager of a multi-million dollar company, has a vision 
of creating a national clothing company that will allow her the ability to create her vision 
for a successful life. Seth, who is running a multi-million dollar company, has a company 
vision of increasing a hundred fold and a personal vision of changing the world. Brian, 
who is still balancing school, work, and his nonprofit, has a vision of inspiring acts of 
kindness globally and a personal vision of inspiring others to have a global vision. And, 
the Bloomz team who are the youngest of the entrepreneurs that I talked to, have a vision 
just as large as the others. Although each of these individuals inspired me, I was also 
skeptical about their success. The odds are not in any business owner’s favor, as Seth has 
demonstrated by his many failed business ventures, yet they are all chasing huge visions. 
What is it that makes these entrepreneurs, or any entrepreneur have such a large 
vision and think they can change the world? Wanting to better understand their motives 
and the difference between them and myself, I went on a journey to find an answer.  
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The Whiz Kid Dominates… Stories Must Inspire These Visions 
My gut response to the motivation or inspiration behind these entrepreneurs’ 
ability to have grandiose visions is the glamorized stories of mega success that fill 
headlines. From the bottle cap girls to the true headline stealers, Apple’s Steve Jobs, 
Microsoft’s Bill Gates, Google’s Larry Page and Sergey Brin, Dell’s Michael Dell, 
FedEx’s Fred Smith and Facebook’s Mark Zuckerberg. Each one of these individuals had 
a vision that their peers thought was crazy and unrealistic, but look at what they have 
achieved. Although their stories may be inspirational, the sharing of their stories cannot 
be the only answer. If the sharing of their stories was all that was behind these 
entrepreneurs’ global vision, then why doesn’t everybody have a global vision? 
Everybody has heard the story of at least one of the individuals mentioned above, but not 
everybody has a global vision, in fact, as an entrepreneur, I do not even have a global 
vision. I began to look closer at the stories of these “larger than life” individuals, with the 
hopes of finding similarities.  
In Steve Jobs’ authorized biography Steve Jobs by Walter Isaacson, Isaacson 
explores the complicated life and person that was Steve Jobs, but there is one part of the 
book that really jumps out to me and may provide the answer that I am searching for. The 
passage states, “The people who invented the twenty-first century were pot-smoking, 
sandal-wearing hippies from the West Coast like Steve, because they saw differently,” he 
said. "The hierarchical systems of the East Coast, England, Germany, and Japan do not 
encourage this different thinking. The sixties produced an anarchic mind-set that is great 
for imagining a world not yet in existence.” This one statement provides two explanations 
behind Jobs’ ability to have a global vision. First and the most important aspect that 
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Isaacson discusses is that Steve Jobs thought differently than everybody else. Second, the 
shifts in the economy provided an atmosphere where grandiose ideas were embraced. 
Searching for a second view on Jobs’ life, I turned to two books written by business 
writer and author Alan Deutschman. The Second Coming of Steve Jobs, 2001, and How 
Steve Jobs Changed Our World, 2011, both explore the impact that Steve Jobs has had on 
society and on the many industries, that he helped progress or establish. Deutschman 
reinforced Jobs’ ability to inspire through language, his drive to perfection, and his 
constant push to innovate, but the thing that stood out most about Jobs was his 
personality. Isaacson, Deutschman and a slew of articles about Jobs and his life remark 
on his unique personality. Furthermore, Jobs is known for doing everything in a way that 
no one recommended, even his highly paid advisors. The bottom line is that the success 
of Steve Jobs seems to have been due to his complex personality, which combined with 
the right environment allowed him to think differently and thus have a vision that nobody 
except Jobs could understand. I began to wonder if the same was true with some of the 
other heroic figures.  
In Hard Drive: Bill Gates and the Making of the Microsoft Empire, investigative 
reporters James Wallace and Jim Erickson follow the journey of Bill Gates and search for 
answers to why he was able to become one of the wealthiest men in the world. Their 
findings are so similar to Jobs in some aspects that I began to think that there is a 
common denominator behind all of these mega entrepreneurs. In their book, Gates is 
described as being a visionary. However, the overall notion of the book is that Gates’ 
success has to do with his personality. In an effort to see whether there was another key 
aspect to Gates’ success, I browsed blogs, news articles and skimmed other books about 
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Gates, but there once again seemed to be a common discourse about his personality. 
Successful people seem to have a certain personality that allows them to go against the 
grain with confidence, even when society and the people around them think they are 
crazy. 
Hoping Google’s Larry Page and Sergey Brin’s stories would bring new light to 
the subject, I did some exploring into their stories and the Google story. I turned to John 
Battelle’s, The Search: How Google and Its Rivals Rewrote the Rules of Business and 
Transformed Our Culture. Having been a longtime Silicon Valley journalist and founder 
of a couple successful companies, I hoped Battelle would bring insight to my exploration. 
What I found, was more of the same. Battelle talks a lot about the vision and the impact 
that the company had as a whole. Once again, the personalities of Page and Brin seem 
very similar with Gates and Jobs. Their personalities and the way they run their company 
may be a little lighter and more communal than is discussed in Jobs and Gates stories, but 
the fundamental personality of these two is exactly that of Gates and Jobs.  
A look at the lives and stories of Michael Dell, Fred Smith, Mark Zuckerberg and 
many other mega entrepreneurs revealed a similar pattern. They all have compelling 
stories and definitely have a global vision, but they all also seem to have a “certain” 
personality that allows them to do things that others not only think is crazy, but 
impossible. Knowing that stories are significant to providing proof that individuals can 
accomplish great things, was reassuring, but I was fascinated by understanding what type 
of personality leads one to become a heroic entrepreneur or to at least think they can 
become one. These entrepreneurs seem to have a personality that allows them to become 
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the few percent who reach extreme levels of success, and their hunger for risk and to 
challenge set standards is very similar to India, Seth, Brian and the Bloomz team. 
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What Is This Certain Personality? 
When thinking about personality types and looking for information that will help 
me to understand them, I could think of nowhere better to start than with Sigmund Freud, 
who is considered by many to be the father of psychoanalysis. However, I am not an 
expert on Freud or psychoanalytic theory, so I searched for someone who is, and has 
applied these principles when looking at successful business owners. What I found 
explains exactly what makes these entrepreneurs different from myself and the many 
other entrepreneurs out there. I came across an article from the Harvard Business Review 
by Michael Maccoby, “Narcissistic Leaders: The Incredible Pros, the Inevitable Cons,” 
which he later expanded into a book, The Productive Narcissist: The Promise and Peril 
of Visionary Leadership. Maccoby is a psychoanalyst, anthropologist, and consultant and 
has spent years looking into the driving forces behind leaders and I was intrigued by his 
findings.  
In these pieces, Maccoby looks at Freud’s three libidinal types, the erotic, 
obsessive, and narcissist, and what the strengths and weaknesses are for each type. What 
Maccoby found is that, “when it comes to leadership, personality type can be instructive. 
Erotic personalities typically make poor managers—they need too much approval. 
Obsessives make better leaders—they are your operational managers: critical and 
cautious. But it is narcissists who come closest to our collective image of great leaders.” 
Maccoby goes on to explain that, “there are two reasons for this: they have compelling, 
even gripping, visions for companies and they have an ability to attract followers.” This 
statement let me know that I was on the right track, as all the people I interviewed had 
“compelling and gripping” visions and Seth and Brian were definitely able to attract 
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followers as they have expanded their companies. In an effort to apply this to the mega 
entrepreneurs that I looked at and the entrepreneurs that I interviewed, I dove deeper into 
Maccoby’s work, looking for more details about these three personality types and why he 
felt that narcissists are the best at having extreme visions and success. What I found was 
an exact character identification of the mega entrepreneurs and of the individuals that I 
interviewed. 
The first personality type is the erotic personality type. Maccoby explains how 
this personality type is “dependent on those people they fear will stop loving them” and 
lists teachers, nurses, and social workers and common professions. These individuals are 
teachers and helpers and are very supportive. However, they do not like confrontation. 
Although there are beneficial aspects to this personality type, like being supportive and 
teaching, it does not seem be the defining personality of the mega entrepreneurs. The 
teaching aspect seems to fit Seth and Brian as they enjoy mentoring others, but all of the 
individuals I interviewed not only accept confrontation, they have chosen to be 
entrepreneurs, thus asking for confrontation.   
The second personality type is the obsessive. “They create and maintain order and 
make the most effective operational managers,” Maccoby explains. There are parts of the 
obsessive that seem to fit well with some of the very successful entrepreneurs, like their 
focus on improvement in their work and their expression of values. However, this 
personality type does not seem to fit as Maccoby notes that this personality type lacks the 
vision. After reading about the erotic and the obsessive I started to see some of the things 
that I see as strengths that I have, as being strongly associated with these personality 
types. I love teaching and mentoring others and I have been known to want to maintain 
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order. These skills have helped me to reach my current level of success, but I can see how 
they can actually be detrimental to achieving extreme levels of success.  
The third personality type is the narcissist. These people are “independent and not 
easily impressed,” Maccoby explains. “They are the innovators, driven in business to 
gain power and glory.” Right away, the narcissist seems to be the best fit and is the one 
that Maccoby explores further in his work. The narcissist is the one that after doing more 
research is the best description of the personality of these visionary entrepreneurs and the 
entrepreneurial-minded individuals that I interviewed. 
Maccoby notes many things about productive narcissists that seem to be perfect 
statements about all of the individuals that I interviewed. Maccoby notes that productive 
narcissists “are gifted and creative strategists who see the big picture and find meaning in 
the risky proposition of changing the world and leaving behind a legacy.” This seems like 
a perfect summary of Seth and Brian’s visions to influence the world and inspire global 
change. Maccoby went on to explain how productive narcissists can “move mountains” 
through their speech and how they can attract followers. All of these statements fit with 
both the mega entrepreneurs and the young entrepreneurs I interviewed. It definitely 
takes a certain personality to drop out of school and go out on your own like India and 
Brian did, and to have visions of becoming national or international successes as Seth and 
the Bloomz team have. However, I found some of the negatives of narcissists to be 
interesting and to show personality traits that separate the young entrepreneurs I 
interviewed from the mega entrepreneurs. 
Maccoby notes that productive narcissists are sensitive to criticism, poor listeners, 
lack empathy, and have distaste for mentoring. Although these things may apply to Gates, 
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Jobs, and the other mega entrepreneurs, I do not think that they apply to all of the 
entrepreneurs I interviewed.  
First, Maccoby states that productive narcissists have distaste for mentoring and 
notes that the people who read self-improvement books are productive obsessives. All of 
the individuals that I interviewed openly admitted that they have sought mentorship from 
a variety of different individuals and India, Seth, and Brian mentioned reading self-
development and leadership books. Having a narcissistic personality may explain their 
huge visions, but by seeking mentorship, and not just chasing their vision, maybe they 
will not reach the same level of success as the mega entrepreneurs. 
Second, Maccoby states that productive narcissists have a lack of empathy. Each 
individual that I interviewed seemed to have empathy, none more so than Brian, whose 
non-profit is driven by kindness and having empathy for others. I am starting to think that 
although the individuals I interviewed have huge visions and can be classified as 
narcissists, they seem to not be exact fits with the Jobs and Gates’ own-the-world 
mentality. I can see how a true narcissist with all of the weaknesses that Maccoby 
identified is the exact personality of someone like Steve Jobs, and although Maccoby 
identifies their weaknesses, these weaknesses seem to be positive attributes that allow 
these individuals to separate themselves from the pack. Some of the cautiousness that I 
see in the younger entrepreneurs I interviewed makes me think that they will be 
successful, but I am not sure how much success they will truly reach.  
Knowing the personality type that leads individuals to have these grand visions is 
great, and I think this personality type is the separator between all of these individuals 
and me. However, I wanted to talk to a couple of local experts and see what other 
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characteristics and principles they identify about the successful entrepreneurs they have 
worked with, as I do not see myself becoming a complete narcissist anytime soon. In 
addition, these experts have worked with entrepreneurs that I can relate to more, as they 
have big visions, but visions that seem much more attainable.  
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Talking With Experts 
 The first expert that I spoke with was Ileana Vassiliou, an executive coach and 
president of Creating Effective Organizations in Reno, Nevada. Ileana holds a masters of 
business administration degree from the Weatherhead School of Management at Case 
Western Reserve University, and she has over 30 years of leadership experience in major 
corporations, including nine years as the director of organizational effectiveness for IGT, 
a high-tech operation in Reno that’s the world’s largest designer and manufacturer of slot 
machines for casinos. 
 I spent quite some time with Ileana and we discussed the many elements of 
successful people. “I will tell you what I have seen with successful people,” she said. 
“They have a thirst and a drive to make an impact in the world. Not just in the company, 
but in something bigger. They also have a thirst for knowledge on how to improve 
themselves. They thirst to improve their skills and are always asking, ‘Why didn’t I get 
this? Why didn’t this work? What do I need to do?’ For them success is not a destination 
it is a journey.” As she began rolling through a large checklist of characteristics of 
successful people, I began to see the narcissistic personality showing up. Just in the first 
couple of minutes that we talked, she mentioned that these individuals have big visions 
and that success is not a destination.  
Ileana continued to talk about what she has seen in the successful people she has 
worked with; “They are very transparent about themselves and really want to analyze 
themselves,” she continued. “It is not about the money, it is about making an impact. It is 
a game to them. They want to see how far they can go and where next is. Where is next? 
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It is fun for them. It is not work. The journey for them, as painful as some are, is fun. 
They do not come at it from a tormented and anguished point of view.” 
Ileana embraces the scientific research, popularized in Malcolm Gladwell’s 
bestselling book Blink, that it takes 10,000 hours of carefully directed practice for a 
beginner to learn and master a difficult craft or profession, and she thinks this training 
helps set apart the most successful individuals: “In my terms, they use their 10,000 hours 
carefully,” she said. “It is about the principle of creating. They are always creating. They 
are artists in the world because they think about their lives as a piece of work. There are 
no boundaries. They look at an empty canvas and ask what they can paint next.” The idea 
of the 10,000 hours seems to fit perfectly with explaining why the narcissistic individual 
is a perfect fit, because you have to be willing to work through anything that comes your 
way and to not give up. Ileana explained that if you never reach your 10,000 hours, then 
you have a higher probability of failing or changing direction.  
Ileana went on to explain more elements of successful individuals, “They are 
always on the watch for their own personal flaws, and making sure they get rid of them. 
These people also always use their lowest lows, their tragedies, very differently from 
most people. They use their tragedies to inspire them. They use them for inspiration for 
what they are going to create in the world. They use their failures the same way. Their 
failures become seeds, seeds of inspiration.” This last thought from Ileana reminded of a 
line about Steve Jobs in Deutschman’s The Second Coming of Steve Jobs, “He suffered 
his midlife crisis at thirty and compressed it into three months, an overachiever even at 
personal trauma.” Thus far, everything that Ileana had said seemed to apply to the 
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entrepreneurs that I interviewed. Ileana went on to explain what causes successful 
individuals to begin their success journey and pursue their vision. 
“They either have it when they are young or some tragedy or event puts them over 
the edge later in life and they flip the switch,” Ileana explained. “I do not think age has 
anything to do with it. You can flip the switch at any time, at any age. The ‘before 
mentality’ is that life gets done to you, rather than being the creator and the artist.  
“Success is a lifestyle. You cannot separate the life of work from the life at home. 
It is all about one’s mental perspective and their beliefs. So, it is a way of living. That is 
why when I coach, I insist that I am not just going to coach on the business side, because 
it is easier to get at that perspective from the personal side. 
“Another characteristic is that they do not lead with their brain, they lead with 
their gut. Then they use their brain to figure out how to get there. Rather than vice versa, 
which is what most people do.” 
Everything that Ileana had stated made complete sense, but what I was beginning 
to realize is that the checklist to what makes an individual successful is not a simple 
point-by-point list, however, individuals who have a narcissistic personality seem to be 
the ones who meet the majority, if not all, of the points that she mentioned. With that 
said, Ileana highlighted two of the main personality traits that allow entrepreneurs to 
reach high levels of success.  
“Flipping the switch is all about confidence,” Ileana explained. “It is all about 
knowing you can do it, even if you have failed.” Along with confidence, individuals who 
flip the switch have courage: “Courage is huge,” she said. “You have to go against 
mainstream society, and you have to be okay with being crucified, because you will be. 
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So, it takes courage to go away from the MBA, the bottom line and how are we going to 
drive to the bottom line, and instead to go to dreams.” These two attributes—courage and 
confidence—are what these stories are about. 
During my interview with Ileana, she captured the idea of vision perfectly by 
quoting the French writer Antoine de Saint-Exupery: “If you want to build a ship, don’t 
drum up people together to collect wood and don’t assign them tasks and work, but rather 
teach them to long for the endless immensity of the sea.” 
From my discussion with Ileana, I have to say that I took a lot away, and although 
I do not see myself becoming a narcissist, I do see myself trying to add some of the 
elements that she mentioned into my life.  
While doing the interviews with the young entrepreneurs, I was referred to Mark 
Pingle, who has been a university professor in economics for over 20 years and has spent 
the last three developing a minor in entrepreneurship for the University of Nevada, Reno. 
Since Mark has been around entrepreneurs and has a passion for entrepreneurship, I 
asked him to talk about some of the characteristics that entrepreneurs need in order to be 
successful. Although I had identified the personality type of the extremely successful and 
had a decent checklist that I work at achieving, I thought it would be a good addition to 
talk more about the workings of business and the power of entrepreneurship, which is 
exactly what Mark talked about. 
Mark started by talking about the importance of execution, “One thing from 
entrepreneurship is that planning is one thing, and a lot businesses don’t make it because 
of planning, but a lot more do not make it because of execution.” Mark went on to 
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explain how planning can be fun as this is the idea generation phase, but it is the ability to 
put the plan into action and not give up or be defeated along the way that is the key. 
Mark went on to explain Business 101 and emphasized the importance of having 
a competitive advantage, “To be a successful entrepreneur you have to get people to turn 
their money over to you.  There are many other places and ways for people to spend their 
money. Bill Gates is out there trying to compete for the same dollar.” Mark went on to 
explain other characteristics and keys to being successful, but he often returned to talking 
about competitive advantage or uniqueness. The idea that you have to have a unique idea, 
and execute on that idea is the exact definition of entrepreneurship.  
Mark and I talked about many other aspects of entrepreneurship and of the impact 
of entrepreneurship on the economy, but it is the idea of uniqueness and being confident 
in embracing that uniqueness is what I took away from our conversation. Each of the 
entrepreneurs that I interviewed or looked at, have unique personalities, stories and 
visions, and they are all able to embrace that uniqueness and chase after their visions, 
because they have narcissistic personalities.  
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Well That Was Inspiring, But Now What? 
 A journey that began with a simple statement about vision from a fellow 
entrepreneur ended with the simple answer that these individuals are different because of 
their personalities. However, the two part journey in between was everything but simple.  
 Each entrepreneur that I talked to inspired me with their story and their 
extraordinary vision. I have been inspired to be more courageous in my decisions and to 
make more decisions with my gut, which is against the planning nature of the obsessive 
in me. Although these entrepreneurs inspired me with their visions, I have decided not to 
expand my vision too far, as I want to be able to achieve what I envision. However, I 
have found some new inspiration and I am now excited to collaborate with beginning 
entrepreneurs and to help them clarify and expand their vision, just as I have over the last 
year.  
 The many interviews I did left me with a question: What is it that makes these 
entrepreneurs, or any entrepreneur have such a large vision? My journey to discovering 
the answer was educational. 
 By looking at the stories of many mega entrepreneurs, I was able to see 
similarities between their stories and those of the individuals I had interviewed. I was 
also able to see that each of these individuals had a certain personality. In hopes of 
finding the answer to the motive by looking at personalities, I came across the productive 
narcissist. Furthermore, as I talked with Ileana, I began to realize that although successful 
entrepreneurs have a certain personality, there are many variables that come together to 
allow an individual to be successful. My interview with Mark brought the personality and 
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the many elements into focus and showed me that it truly does take a certain personality 
type, a unique vision, and determined execution for one to be successful. 
 I challenge you to identify your personality type and to understand how it is 
helping and hurting you on your success journey. Although you may not be a narcissist, 
you may be able to learn how to be more like a narcissist. Furthermore, you can learn 
how to apply some of the items mentioned by Ileana. Who knows, maybe with 
confidence, courage, and a large enough vision, you just may well be the next mega 
entrepreneur. 
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